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market, auto auctions have evolved from manual bidding as vehicles were 
driven past, to highly automated, scalable systems based on the latest 
information technology.

Nearly two-thirds of USSÕ operating revenues are derived from auction
commissions. These comprise vehicle consignment fees and contract comple-
tion fees, which are paid by sellers, and successful bid fees paid by buyers.
Therefore, the key variables affecting the performance of our auto auction
business are the number of vehicles put up for auction and the contract 
completion (sell-through) rate. Unlike actual traders, however, USS faces no
inventory risk and revenues are relatively stable and predictable. Due to
high productivity, USSÕ operating margin is also very healthy, reaching 42.5%
in fiscal 2003.

n calendar 2003, approximately 6.2 million vehicles were put up for auction
at some 140 auction sites throughout Japan. That compares with a total of

8.2 million used vehicle registrations during the same period. The majority
of auto auction participants are used car dealers, although some are new car
dealers or used car purchasing agents wishing to dispose of vehicles they
have acquired. For used car dealers, auto auctions play a vital function, 
providing them with the means to quickly and competitively procure and
liquidate inventory as necessary. USSÕ 30,000 auction members also reap the
benefits of transparency and reliability in such key areas as vehicle inspec-
tions and payments.

There are three broad categories of auto auction operatorÑindependent
companies, automaker-affiliated operators and auction sites run by local car
dealersÕ associations, known as JU. In the 24 years since USS entered the

market, auto auctions have evolved from manual bidding as vehicles were 
driven past, to highly automated, scalable systems based on the latest 
information technology.

Nearly two-thirds of USSÕ operating revenues are derived from auction
commissions. These comprise vehicle consignment fees and contract comple-
tion fees, which are paid by sellers, and successful bid fees paid by buyers.
Therefore, the key variables affecting the performance of our auto auction
business are the number of vehicles put up for auction and the contract 
completion (sell-through) rate. Unlike actual traders, however, USS faces no
inventory risk and revenues are relatively stable and predictable. Due to
high productivity, USSÕ operating margin is also very healthy, reaching 42.5%
in fiscal 2003.

n calendar 2003, approximately 6.2 million vehicles were put up for auction
at some 140 auction sites throughout Japan. That compares with a total of

8.2 million used vehicle registrations during the same period. The majority
of auto auction participants are used car dealers, although some are new car
dealers or used car purchasing agents wishing to dispose of vehicles they
have acquired. For used car dealers, auto auctions play a vital function, 
providing them with the means to quickly and competitively procure and
liquidate inventory as necessary. USSÕ 30,000 auction members also reap the
benefits of transparency and reliability in such key areas as vehicle inspec-
tions and payments.

There are three broad categories of auto auction operatorÑindependent
companies, automaker-affiliated operators and auction sites run by local car
dealersÕ associations, known as JU. In the 24 years since USS entered the

II



507-20 Shinpo-machi, Tokai-shi, Aichi-ken 476-0005, Japan
Phone: +81-52-689-1129 Fax: +81-52-604-1915
URL: http://www.ussnet.co.jp

Printed in Japan


